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APRIL NNINIOU NOM ANTS INCLUDE NEW FAMILY 


OF VAX SYSTEMS AND NEW VERSION OF VMS 





In March, Digital doubled the perform- 
ance of the previous top-of-the-line VAX 
system with the VAX 8800 Series (see last 
issue). In April, the corporation continued 
its new product blitz with new products, 
code-named ‘Calypso’ - a new range of 
mid-range VAX systems, the VAX 6200 
Series, as well as the release of a new ver- 
sion of the VMS operating system, VMS 
Version 5.0. 

The local announcements were made to 
the media and - for the first time - industry 
consultants on 20 April at Sydney's Boronia 
House. Presentations to customers were held 
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in Melbourne (27 April), Sydney (29 April) 
and Auckland (5 May). 

The announcements mean that the best 
has gotten better: on the software side, the 
VMS environment is now an even better 
environment, one that supports and inte- 
grates hardware and software through a 
customer's entire extended enterprise. : 

As for hardware, the VAX 6200 Series 
means that the performance and features 
of large systems are now available in mid- 
range VAX systems — a move which is certain 
to set a new industry standard in price/ 
performance and cost of ownership for 
mid-range computer systems. 


VMS Version 5.0 - 
the Key to Full Performance 


VMS Version 5.0 is a major functional 

enhancement that includes: 

¢ Symmetric multiprocessing 

@ Local Area VAXcluster Systems Phase Il, 
which allows the addition of Computer 
Interconnect (Cl) resources to an Ethernet- 
based VAXcluster system 

© and special ‘internationalisation’ features. 


“A system with multiple processors 
performs symmetric multiprocessing when 
those processors are tightly coupled, and 
the system is totally transparent to the 
user, explains Russ Whitley, VAX Marketing 
Manager. “The multiple-CPU systems share 
memory and a single memory-resident copy 
of VMS." 

As a result, symmetric multiprocessing 
in VMS becomes the key to gaining full per- 
formance potential — not only for the new 
VAX 6200 Series, but for the VAX 8800 
Series announced in March and all other 
VAX systems which VMS Version 5.0 sup- 
ports. Most importantly, existing multipro- 
cessor products — such as the VAX 8350 
and VAX 8800 systems - will see performance 
gains over current levels in most applications. 

“The result is significant performance 
improvement for most workloads,” explains 
John Koole, Operating Systems Product 
Manager. “Even current single-processor 
systems are likely to see performance 
improvements ranging from 3 to 10%.” 

Local Area VAXcluster Phase |] makes it 
possible for the full range of VAX systems - 
from the MicroVAX Il computer to the VAX 


Continued on page 2. 
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WHEN PRINCESS ANNE graced Sydney's Royal 
Easter Show last March, Digital came under her 


inspection. To find out more. turn to page 4. THE NEW VAX 6220 system - one of four new VAX systems set to revolutionise mid-range computing. 
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THE BEST GETS EVEN BETTER’! 


Continued from front page. 





8800 systems — to participate in the one 
VAXcluster (see box). 

Other enhancements of VMS Version 
5.0 are the System Management (SYSMAN) 
enhancement, which provides a ‘Cluster- 
Wide’ management overview for managing 
VAXclusters, and Internationalisation Services, 
which includes multilingual displays and permits 
the formatting of the date and time according 
to international practices. 

In order to exploit even further the 
enhancements of VMS Version 5.0, Digital 
also announced a new version of VAX 
FORTRAN Compiler that lets programmers 
perform parallel processing using directed 
decomposition. 

Digital's lead in the productive use of high 
technology is illustrated by the fact that the 
new version of VMS is available on optical 
Compact Discs — heralding the day in the 
not-too-distant future when all of Digital's 
software products and documentation will 
be available on this medium. 

We also announced significant changes 
in our licensing policy which can provide users 
with savings of as much as 65% over the 
previous policy, gives users more ways to 
obtain software from the company, and 
treats a VAXcluster system as a unit when 
ordering software. 


Performance Comparable to 
IBM 4381, Price Comparable 
to IBM 9370 


The new VAX 6200 Series will appear to 
our customers as a single-system environ- 
ment, but actually it consists of several 
products: the VAX 6210, VAX 6220, VAX 
6230 and the VAX 6240 computers. The 
Series is outstanding for what it offers — 
namely large-system performance with a 
small-system price tag and footprint. 

“The new systems are positioned 
squarely in the middle of the VAX family 
and complement our current offerings,” 
Russ says (see chart). “The MicroVAX 3000 
Series, to begin with, is an excellent solution 
for workgroups and small departments. For 
larger departments or organisations, the 
VAX 6200 Series offers large-system capa- 
bilities in a compact package, bringing new 
levels of price/performance and system 
expansion to mid-range computing.” 

The new VAX 6200 Series systems have 
performance comparable to the IBM 438! 
at prices comparable to the IBM 9370 - 
with the advantage of supporting the VAX 
style of interactive, networked computing. It 
also takes up only a fraction of the floor space 
those systems require, costs substantially 
less, and has a dramatically lower cost of 
ownership. 

Within its cabinet, the VAX 6200 Series 
offers a broad range of performance, allow- 
ing customers to match performance to 
specific applications, and it increases system 
capacity and performance as needs change 
and grow. 


The VMS environment is now 
an even better environment, 
one that supports and inte- 
grates hardware and software 
through a customer's entire 
extended enterprise. 


The Series is a highly balanced system 
with up to four CMOS (Complementary 
Metal Oxide Semiconductor) processors. 
CMOS components are compact and draw 
less power than components based on 
other technologies. 


The Series also features up to six VAXBI 
(VAX Bus Interconnect) channels, which 
provide a high aggregate bandwidth and 
support existing VAXBI options, and has up 
to 256 Mbytes of memory capacity to reduce 
disk I/O requirements in many applications. 


Expansion 


The VAX 6200 Series can expand and grow 
from within through additional processors, 
or it can expand through VAXclusters, which 
provide a fourth dimension of growth. 

VAX 6200 Series systems are ideal for 
environments such as research administra- 
tion, software development, mechanical 
and electrical engineering, manufacturing 
and process control, financial portfolio man- 
agement, and electronic publishing — as well 
as the general commercial world, where so 
many VAX systems are already installed. 

According to Russ Whitley, the VAX 
6200 Series also excels as a general-purpose 
office services system. “In those environ- 
ments, the VAX 6200 Series systems can 
handle many users who are running a mix 
of applications,” he says. “Nearly all appli- 
cations naturally are suited for multipro- 
cessor systems because they are collections 
of multiple tasks.” 

The new series is powerful, both for 
single processor performance and maximum 
multiprocessor efficiency. Compared to the 
VAX-II/780 computer: 
® the VAX 6210 system's performance is 

2.8 times more powerful 
@ the VAX 6220 is up to 5.5 times 





DESCRIBING WHERE THE VAX 6200 Series ‘fits’ in the VAX product range, VAX Marketing Manager 


Russ Whitley displays this chart and says, “At the low end, we have the MicroVAX 3000 series at 
entry-level prices in a compact office package. In the mid-range, we now have the VAX 6200 series. 
And at the high end there is the VAX 8000 series, our high-performance computing solution. 

“Customers now can choose any system within these ranges to meet their needs. As their needs 
grow, they can expand within each range, move to the next range, or cluster additional VAX systems 
while still protecting their investments in software applications and hardware.” 


e the VAX 6230 Is up to 8.3 times 
@ and the VAX 6240 is up to Il times. 

And most significantly, multiprocessing/ 
multistream performance can use nearly the 
total CPU power available, as a result of the 
combination of VMS Version 5.0 and the 
VAX 6200 Series’ multiprocessor architecture. 

“VAX 6200 Series’ systems span the full 
range of our VAX family’s mid-range,’ says 
Russ. “They are flexible, compact, expand- 
able, and they allow for growth within the 
VAX 6200 Series and beyond - all within 
the compatible VAX family.’ 

In today’s business world, response to 
change ts critical for the growth of any enter- 
prise, and investments must last several years 
— not become obsolete by any new acquis- 
itions. It's also true that the use of proven, 
state-of-the-art technology helps business 
people keep a competitive lead. 
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FROM UPGRADES TO FIELD SERVICE, the VAX 6200 Series is state-of-the-art with slot-in memory boards. 


The performance and features 
of large systems are now avall- 
able in the mid-range of our 
VAX systems — a move which 
is certain to set a new industry 
standard in price/performance 
and cost of ownership. 


Digital's April product announcements 
offer customers the kind of solutions <hat 
help maintain that competitive edge while 
protecting current investments. Once again, 
Digital has changed the face of 
computing. @ 
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NEW OPTICAL DRIVE, SOFTWARE 
PACKAGES BOLSTER OUR STORAGE 
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Digital's April shower of major announce- 
ments continued on |5 April with three new 
storage-related products which bolster our 
position in markets that use and store large 
volumes of information. 


Each RV20 optical drive can 
contain as much data as 
roughly 80 file cabinets or 60 
reels of standard magnetic tape! 


The announcement featured a Write- 
Once-Read-Many-times (WORM) optical 
storage subsystem, providing two Gbytes of 
storage. A software package that manages 
tapes and optical disks and the data files 
they contain, and a reliability-oriented soft- 
ware package that helps predict and therefore 
prevent potential system failures, were also 
released. 

Called the RV20, the new WORM optical 
drive is targeted primarily at archiving/retrieval 
applications, as each disk can contain as much 
data as roughly 80 file cabinets or 60 reels 
of standard magnetic tape! 

The media management software, 
Storage Library System (SLS), lets our users 
identify, label and track data on tapes and 
the new WORM optical cartridges. It also 
enables faster access to archived files.@ 
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THE GROWTH 


OF VAXclusters 


In 1983, Digital announced the concept of 
VAXclustering, or coupling high-performance 
VAX systems through Computer Interconnects 
(Cls). Unique to Digital, the technology 
meant that a very large-scale computing 
environment could be built to serve very 
large user populations and store very large 
amounts of data. 

A VAXcluster can be viewed as a single 
system, with a single database and a single 
access to multiple data files on multiple 
storage disks - anywhere in the cluster. If 
one computer in the cluster fails, the user 
can easily continue to run the job on another 
computer in the cluster. 

However, although customer demand for 
VAXcluster exceeded all estimates and allowed 
users phenomenal growth opportunities at 
the high end of the VAX family, users of low- 
end VAX computers were not able to enjoy 
those growth opportunities. 

Then, in 1986, Local Area VAXclusters 
(LAVCs) were announced, which tightly 
connected MicroVAX and VAXstation systems, 
through Ethernet, to provide cost-effective 
srowth opportunities at the low end. 


As customers’ needs continued 
to expand, the obvious next 
step was to meet those needs 
with more resources. 


But as customers’ needs continued to 
expand - especially at the workstation/ 
departmental level —- the obvious next step 
was to meet those needs with more resources. 
That's exactly what Local Area VAXclusters 
Phase Il does - it joins VAXclusters and 
LAVCs together. 


More Horsepower than Ever 


LAVC owners can now grow their systems 
by connecting VAX systems to the Cls and, 
through the Cl, to one or more Hierarchial 
Storage Controller (HSC) devices. A LAVC 
gains computer power, disk storage, tape 

storage, higher availability and much more. 

Symmetric multiprocessing — which 
allows each processor in a multiprocessing 
system to operate as an equal, dividing and 
sharing the workload - and VAXclustering 
are complementary and, says Russ Whitley, 
“represent different growth paths 
depending on a customer's needs.” 

Russ explains, saying “Symmetric multi- 
processing allows a wide-performantce range 
of computer systems in a small number of 
applications. VAXcluster systems composed 
of symmetric multiprocessing and single- 
processor systems combine the benefits of 
both approaches. 

“VAX configurations with several process- 
ors can now run at full power, making them 
ideal for the kind of high-volume, high-speed 
transaction processing that traditionally 
required a mainframe.’@ 





A RIGHT ROYAL SPONSORSHIP 
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TAFE WINNERS pose for the cameras (left to right): Phillip Street, Head of Rural Studies for TAFE; a TAFE 





representative; Geraldine Paton, publisher of The Australian; Kevin Wallace; Keith McDonald, lecturer at 






ACCOUNT MANAGER Paul Kelly (right) and Kevin 
with Steve Williamson. 


The order by Federal Police officers to “stay 
I5 metres from the Princess” didn't mean a 
thing to Regional Personnel Manager Kevin 
Wallace. When Princess Anne and Captain 
Mark Phillips visited the [06th Royal Easter 
Show, Kevin was ‘on the inside. 

Just hours after arriving from England, the 
Royal couple's first stop at the Easter Show was 
avery crowded Technology Pavilion where the 
Princess spoke with Kevin and also with staff 
and students from the Agriculture Depart- 
ment of the Orange College of Technical 
and Further Education (TAFE). 

Kevin told Her Royal Highness that Digital 
has a long-standing interest in education, 


Orange College of TAFE; four of the winning students and lecturers; and John White, Deputy Director of TAFE. 


and sponsors events which have educational 
significance both within the academic and 
broader community arenas. One of those 
sponsorships was providing a VAXmate 
computer and Rainbow personal computer 
as first and second prizes for the TAFE section 
of the Farm Software Competition, organ- 
ised by The Australian national newspaper. 
As mentor™* to the Royal Agricultural 
Society (RAS) account, managed by NSWC 
Sales Representative Paul Kelly, Kevin was 
involved in organising the sponsorship. On 
hand to help Kevin and Paul with the day's 
duties was NSWC's Steven Williamson. 


Congratulations 


The Princess inspected the stand and met 
winners of the farm software competition. 

When asked by Princess Anne about the 
Farm Software Competition, Kevin explained 
that the competition had been running for 
some five years and was initiated by the 
RAS “to demonstrate the impact of simple 
PC programs on improving farm manage- 
ment. During the first four years,’ Kevin told 
the Princess, “the competition was entered 
by private individuals and this year we have 
the direct involvement of the TAFE colleges 
who submitted projects programmed by 
students.” 

When explaining to the Princess what 
role TAFE colleges play in the Australian 
education system, Kevin also took the op- 
portunity of adding that TAFE themselves 
are extensive users of Digital's products. 


* The Mentor program consists of identifying a select group of important accounts such as the RAS and 
then allocating SPRMC members - or ‘mentors’ - to maintain a personal relationship with the highest 
possible level of contact in the organisation. Rather than involving themselves in day-to-day operations 
issues, SPRMC mentors provide a conduit for passing information between Digital and the customer. 





KEVIN WALLACE chats to Her Royal Highness, 
Princess Anne, at the Show. 


“It's certainly encouraging and gratifying 
to see a major company such as Digital pro- 
viding a good level of support to the rural 
community,” Princess Anne replied, “and 
I'm sure it is much appreciated by them. | 
congratulate you on your commitment to 
rural education.” 

The Princess displayed a sound knowledge 
of the subject and asked about the program 
the TAFE students had written, a database 
program called ‘Graze’ that stores information 
concerning the amount of grazing obtained 
from individual paddocks of a property. Judging 
by her understanding, the view of Princess 
Anne as a hard-working, down-to-earth 
royal is accurate. She does have a keen 
interest in farming. 

And judging by the swarm of well-wishers 
and media representatives that followed her 
thoughout the Easter Show, she is one very 
popular royal! @ 


THE EVOLUTION 


OF VMS 





“Back in October 1977 we launched the first 
VAX, the VAX-II/780, and VMS supported 
it. Last month we announced the VAX 8847. 
a VAX twenty-two times more power?_ . 
and VMS supports it. 

“All this time VMS has evoived arc . *’S 
Version 5.0 (is) another step in that evo 22 £7 
Not a vague promise, but a product we «. 
be distributing to over 2000 Australian s tes 
and 500 New Zealand sites very shortly. 

“VMS is better because it ow supports 
almost any configuration of processing 
power that a customer's network demands. 
Today you can have lots of processors in a 
box, lots of processors on a desk, lots of 
processors around the world in a network.” 
- Max Burnet, Regional Product Marketing 
Manager at Boronia House, 20 April 1988. 


NEW ZEALAND: 


THE NATION DISTRICT 





Every employee makes a unique contribution 
to the personality and capability of the entity 
that is Digital, and it follows that every 
location in Digital's world is distinct from all 
others. There is, however, something even 
more distinct about New Zealand —- more 
than a district, it's a country. 

With 205 Digits in seven locations stretching 
from Auckland in the north to Invercargill in 
the south, and encompassing Fiji, the nation 
is one of the four Districts that make up the 
South Pacific Region® (SPR) and one that 
has consistently achieved its goals — growing 
at an average of 40% per annum since 1982. 

“A District that’s also a nation needs the 
resident skills and resources to present a 
complete microcosm of Digital to our cus- 
tomers, prospects, and the New Zealand 
business world,” says District Sales Manager 
Chris Harker. 

“Our politics, economics, markets, cur- 
rency, taxes, legal obligations and personnel 
policies are all New Zealand specific — and 
it's our job to meet Digital's corporate goals 
within this environment. 

“Not many Districts have this kind of 
challenge and diversity.” 


One of NZ’s Top Computer 
Vendors 


Since the first sale of a PDP-8 system to 
the Department of Science and Industrial 
Research (DSIR) in 1966, the growth of the 
company in New Zealand has not been an 
easy one. It took four years, for example, 
after that first sale before FS opened an 
office in the country — in Wellington and in 
response to PDP-II systems being sold to 
government departments in the nation’s 
capital. Another year went by before, 

in I97I, an office was opened in Auckland. 


The New Zealand District has 
consistently achieved its goals, 
growing at an average of 40% 
per annum since 1982. 


It's been a long climb from early cus- 
tomers like the DSIR, Bond and Bond (later 
Nathan's) and NZ's Department of Health, 
who in 1975 made a then-staggering pur- 
chase of a dual DECsystem-l0 and PDP-II 
network, to Digital's present position as 
one of the country’s top computer suppliers. 

In the past decade alone, total revenues 
have grown from $NZ3.5 million to $NZ59.4 
million, and the staff population has increased 
more than five-fold. Still, the race for number 
two ranking behind IBM is still being waged 
between ourselves, Unisys and Wang. 

No year has been a bed of roses, includ- 
ing FY88. Yet, despite an economy hamstrung 


As well as New Zealand, SPR is comprised of the 
Southern District, Northern District, and New South 
Wales Commercial (NSWC). 






NEW ZEALAND’S DISTRICT and 
Branch office at Grafton Road and 
(inset) the building's stunning 
reception, manned by Glennys 
Stevenson. 


THE WELLINGTON OFFICE and (inset) reception 
with Sally Duncan. 








THE NEW ZEALAND MANAGEMENT COMMITTEE (NZMC) pose for posterity: (left to right) Marketing's 
Roger Redfern, Sales’ Chris Harker, Personnel’s Ralph Guilbert (seated), FS's Alistair Duff. F&A’s Warwick 
McLisky (seated) and SWS's Pat McLean. 


NEW ZEALAND DISTRICT Sales Manager, Chris 


Harker — ‘‘Not many Districts have this kind of 
challenge and diversity.’ 


by stock market losses and dominated by the 
Lange Government's privatisation of govern- 
ment departments, Chris Harker predicts 
the Sales team will again increase market 
share. 

“We have had to move very quickly in 
a fast-changing market, and our distributed 
systems and networking solutions have been 
ideal in a climate where the only known factor 
is change. IBM revenues declined in 1987 
whereas we grew, so we know we are doing 
the right things,” boasts Chris with his usual 
modesty. 


Growing Pains 


While Digital in New Zealand has grown, 
more important is the fact that it has grown 


SIX 





up. “We went through a very difficult period 
a few years ago, says Wellington (WEO) 
Branch Sales Manager Ron Kleingeld, referring 
to FY83 when sales and service revenues 
fell from $NZI4.4 million the year before to 
$NZII.1 million. “The economy was 
depressed.” 

Between 1984 and 1985 and thanks to 
the introduction of a host of leading-edge 
products such as the VAX range, Digital's 
New Zealand operations more than 
recovered — they exceeded expectations. 
“We turned things around. We went after 
everything that moved,’ Ron says, “and we 
got everything that moved!” 

But as sales and service revenues increased 
by 40% in 1984 and a staggering 94% in 1985, 
Ron says the company found itself in a growth 
spiral that brought with it a new set of prob- 
lems, albeit healthy ones. “New sales required 
additional support staff, and then more new 
sales were needed to justify the support 
Staff, and so on. 

“New Zealand's staff population expanded 
by over 17% in 1984, the largest annual 
increase in eight years, and another 13% in 
1985," he says. As a result, many of Digital's 
facilities, such as Ron's in Wellington, began 
to resemble sardine cans. 

New offices followed, culminating in 
a new District office complex at Grafton 
Road, Auckland in 1985, and so did increases 


“Our politics, economics, 
markets, currency, taxes, legal 
obligations and personnel 
policies are all New Zealand 
specific. — Chris Harker 


in revenue: 51% in FY86 and 31% last year. 
Just before Christmas 1987, a long overdue 
expansion of facilities took place in Wellington. 


Prestigious Customers Count 
on Digital 


Auckland (NZO) Branch, home also to the 
District Management team, counts Citibank. 
Lion Corporation and Fisher & Paykel 
among its major customers. 

More importantly, these customers and 
others like them demand solutions to busi- 
ness problems that are the same around the 
world and others that are delicately linked 
to the country’s culture and economy. “Here 
in New Zealand, we have a ‘do it yourself 
tradition,” says one Kiwi Digit, and this ts 
supported by a tale often told by Product 
Marketing Manager Max Burnet. “When | 
arrived in Wellington in 1967 to install the 
country’s first PDP-9 computer — at the DSIR 
- the DSIR scientists had unpacked it, turnec 
it on, run the diagnostics and were using It. 

“Now that’s what | call a do-it-yourself 
approach!” : 

“New Zealand customers are more 
cost-conscious than in some other countries. 
comments Sales’ Chris Harker, “and demanc 
solutions, not tools. With our team workirz 
together we have been able to meet these 
needs effectively.” 

A large part of that team working togethe~ 
is FS. The WEO office, for example, was t7< 
first in SPR to install a DECsite. Now this 
product - which Is traditionally sold to ne-. 
customers — is being sold to existing customes 
in a big way. “Nearly two-thirds of our DEC- 
site installations are what you could call repez: 
customers,’ says WEO Branch FS Manage- 
Peter Rosewarne, who is quick to appor: <7 
credit to a recent acquisition, former UK 
Digit Malcolm Rowe. 

Other ingredients in FS' New Zealarc 
success are Network Site Services and 
DECprotect. “Under the NZ Governme: : 
privatisation of major departments like 
CoalCorp and Electicorp, large centrally 
located computer sites are being replacec 





WEO BRANCH SALES MANAGER, Ron Kleingeld - 
‘We went after everything that moved, and we gc: 
everything that moved!’ 








WEO BRANCH FS MANAGER, Peter Rosewarne - 
‘Nearly two-thirds of our DECsite installations are 
what you could call repeat customers.’ 


“Even though Kiwis and Aus- 
tralians compete when we are 
in each other’s company, we 
stand united against the out- 
side world.” — Geoff Slocombe 


with decentralised departments,” says Peter, 
“and computing power is being treated on a 
‘user pays’ basis. What's uppermost in 
these users’ minds now is network design 
and planning.” 

Another of FS’ claim to fame is FS 
Engineer | David Hollyman - Digital's 
Southern-most employee in the world. 
Based in Invercargill (INV), David's duties 
include servicing Digital's systems sold by 
our US operations to Antarctic installations 
but which are shipped to New Zealand's 
South Island for service. 


Competitive By Nature 


NZ District is also noted for exports - not 

only of technology, like the financial soft- 

ware package DECFIN now being sold in 

Australia, and Kiwisoft’'s Identikit system - 

but of Digits themselves. The list of expatriate 

Kiwis includes: 

e Regional Business Group Manager Pete 
Dower (STL) 

e System Support Engineer Paul Pettersen 
(STL) 

@ FS Account Specialist lynn Berryman (MEO) 

e CSS Sales Representative Stuart Gibson 
(SNA) 

e Chapter Administrator of DECUS 
Australia Maggie Alexander (SNO) 

e NSWC District Sales Manager David 
Mackay (SNM) 

e Victorian Industrial SUM Cris Nicolli 

e Senior Edu Instructor David Reid (SNO) 

© and Regional Sales Development Manager 
Geoff Slocombe (SNO). 

“Of course, we don't like to lose good 
people to Digital overseas,’ explains Chris 
Harker. “But it is much better to have the 
capability to recruit and train people here 
and then export that talent, than it is to 


SHERLOCK HOLMES ALIVE AND 


WELL IN DARWIN — 





DAO (Darwin) FS Engineer Phil Sampson 
will always have a Job waiting for him as a 
private eye if he decides to leave the 
computer industry — though his departure 
would be a very sorry loss for us indeed. 
‘The story of the lost DECmate III 
computer, as it has become known, starts 
like this: Phil receives a call from a gentle- 
man who says he has just purchased a PC238 
computer at an auction and he wants to know 
where to plug in the keyboard. Phil's sus- 
picions are aroused and he asks the man to 
locate the socket on the back of the VR20I 
monitor. The man replies that he does not 
have one and asks if an IBM* monitor would 
fit! When Phil tells him it would not fit, the 
man asks for a price on a VR20! monitor. 


Move Over Magnum 


Quick-thinking Phil suggests that there are 
many models and revision levels to be consid- 
ered and asks for the system serial number 
to be able to quote on the correct model. 
Our Sherlock then keys the serial number 


into CORE, and it shows up as belonging 
to us! 

‘Aha!’ thinks Phil - a DECmate Ill was 
stolen/lost from a trade demonstration 
almost two years ago. 

The matter is reported to DAO Manager 
Barry Caire who takes It to our legal group 
and to the Northern Territory police CIB 
(Central Investigation Bureau). The police 
commandeer the unit from the unfortunate 
owner and are now checking with the auction- 
eers to see who put it up for sale in the 
first place. 

Well done Phil ... or should we say 
Sherlock! @ 


depend on imports. This self-sufficiency 
inspires confidence!” 

“Most New Zealanders do well in 
Australia as a result of the natural rivalry 
between our two countries. Kiwis coming 
to work in an office of Digital’s in Australia 
are welcomed, but immediately challenged 
to prove themselves,” says Geoff Slocombe. 
With his tongue firmly in cheek, he adds, 
“Fortunately, New Zealanders are by nature 
competitors, and have a strong work ethic.’ 
Geoff continues with a wry smile, saying, 
“Our climate and remote geography make 
us self-sufficient and adaptable, our educa- 
tion system is more homogeneous, and of 
course, he laughs, “we speak English much 
more clearly than our Australian brethren! 

“Even though Kiwis and Australians com- 
pete when we are in each other's company, 
we stand united against the outside world,” 
Geoff says. 


Not Just a Junior Partner 


There has always been competition between 
Australians and New Zealanders. In everything 
from sports to commerce - particularly within 
Digital's own Salesforce — friendly rivalries exist. 
Competition between Branches, States, 
Districts and countries is as healthy as It Is 
inevitable, and to be sure New Zealand has 
always given as well as it’s gotten. 

But it’s a mistake to think of this nation 
district as a ‘junior partner’ in SPR, and 
competition is best when it is tempered by 
an understanding of each other's unique- 
ness. A part of Digital's world for I7 years, 
New Zealand Is also a sovereign nation, 
with its own history, culture, economy and 
national identity, making a special contribution 
to the common cause. @ 


DAO FS ENGINEER and by-the-by private eye 


Phil Sampson. 








SYMETRIC 
MULTIPROCESSING 


“Suppose you had four jobs waiting and a 
truck that could only take one job at a time. 
It would take four trips at, say, an hour each 
trip — resulting in four hours — to complete it. 
“But if you had a truck that could carry 
four loads instead of only one, you might 
take a bit longer to load and a bit longer 
to get there, but overall there would be a 
dramatic decrease in the total time taken 
to get the job done. That is the benefit of 
symmetric multiprocessing.” — Max Burnet, 
Regional Product Marketing Manager at 
Boronia House, 20 April 1988. 


IN MEMORIAM: 
MICHAEL 
SHULTZ 





Sadly we report the death of Direct Response 
Sales (DRS) centre Add-on Consultant Michael 
Shultz, 31, who died in a car accident just 
before the Easter long weekend. He is 
survived by his wife Berdette. 

Michael, a Digit for just over five years, 
joined the company as a FS Engineer but 
moved a year ago into the DRS team, working 
for DRS Manager Tom Juospaitis. 

“Michael was not only an extremely 
dedicated and successful salesperson,’ says 
Tom, “but a very warm and friendly person. 
He reached his budget in six months because 
of his incredible relationship with his cus- 
tomers, the largest of whom was the Elec- 
tricity Commission of NSW (Elcom). He 
achieved an order of $AI.8 million with 
them this financial year. 

“He was affectionately known as ‘The Fonz’ 
because of his hair-style and his popularity,’ 
Tom continues. “Michael was the social 
organiser for our group, arranging anything 
from tennis mornings to Mexican nights! 

“From the many messages of sympathy 
I've received, it’s clear he was as well-liked 
throughout the company as he was within 
our group. He Is sorely missed."@ 


EIGHT 


A STICKY WICKET 


A FINE TEAM made up by: (back) Brian Rheinberger, Phil Laxton, Craig Ashwood, Tony Simms, Paul Malone, 








Peter White, Steve Kingsford and (front) Graeme Druce, Sean O'Brien, Dom Bragge, Geoff Allmark, John 


Cupit and Gary Blackman. 


John Cupit reports that the Lane Cove (SNL) 
Repair Centre was recently challenged by 
the Sydney Welsh Rugby Union Club to a 
30-over one-day cricket match. The match 
was played on Majors Bay oval 

in 40-degree heat, so the scene was set not 
only for a high standard of cricket but for some 
high-standard socialising! 

It wasn't the best of starts, tells John. 
“We lost the toss and had to bat against the 
Unknown Quantity - but then ‘Ugly’ Gary 
Blackman and “Goose’ (Graeme) Druce 
opened the batting and delivered a heady 
start. Tony Simms was woken up so that he 
and Brian Rheinberger could compile a fine 
middle-order partnership, both getting in 
the high twenties.” 

By now liquid refreshments were being 
served and the day was well and truly 
under way. 

"A truly notable performance came 
from the bat of Phil Laxton who had seen 
that the team of Digits were scoring too 
slowly. Apart from tripping over on the 
way to the crease, he delighted all with his 
waddling between wickets and lightning 
stroke play, scoring a useful six,” says John. 

Another astute performer was Steve 
Kingsford who happened to notice that 
the opposition had brought some rather 
glamorous women along. 

By the end of 30 overs we had only 
II5 runs, and 25 of them were from our 
second-top scorer. 


“When SNLs turn came to bowl things 
turned a bit nasty, and if it were not for the 
supreme efforts of Phil Laxton, the team 
would have been faced by far worse than 
4 for 77 after |I5 overs. After lunch it was 


decided that the time for tough action had 
come so as Digital's skipper | decided to 
bowl — bowl loose and buy a wicket. We 
were still in the game,’ John adds. 

‘Ugly’ Gary Blackman, Tony Simms, 
Craig Ashwood and Sean O'Brien chipped 
in with wickets but the real strength was to 
come from ‘Champion’ Phil in bowling the 
last over. Unfortunately ‘Champ’ had pulled 
a muscle in the groin area and it was up to 
Tony Simms to salvage the game. With the 
well-executed help of Dom Bragge, a tie 
was the final result! 

John Cupit would like it known that the 
team is raring to go again and any challenge 
will be accepted. Please call SNL extension 
7416.@ 





LEE CAMERON — HAPPY TO BE 


DIGITISED 


Regional Small Systems Marketing Manager 
Lee Cameron got his first experience in 
computer engineering in the days when hi- 
tech digital (as in analog) computers were a. 
distant dream. 

Lee now laughs about ‘the good old days’ 
in the Royal Australian Navy (RAN) working 
on ‘vacuum tube’ and electro/hydraulic analog 
computers. “There were no integrated circuits 
or anything digital as we know computers 
today,” grins Lee, “and that is how | got my 
grey hair and beard!” 

Once ashore, Lee moved between field 
service engineering and sales “until | had 
achieved the time and training | wanted in 
the world of computerised digital equipment. 
And after growing through a series of field 
service management positions, | moved 
into sales.” 

This move was opportune and Lee enjoyed 
developing through sales management 
positions until finally joining Digital at the 
start of 1983. 


A New Market for Digital 
“In 1983 we had Just got into the PC market. 

“(Regional Marketing Manager) Nick 
Ramensky set up the Small Systems group 
so that there was a focus for PCs that was 
outside the main Sales force, yet closely 
integrated with it,’ Lee explains. “A year 
later, when the group was merged with the 
Sales force, | became a Northern District 
SUM working for Tony Baynes.” 

Some months later, Lee made quite a 
leap from a District SUM's role to join 
Region as Hardware Business Manager for 
small systems, with responsibility to Paul 
Bresnahan for all PC and terminal products. 


“| see Marketing as an extension 
of Sales.” — Lee Cameron 


Later, when then-Regional Hardware 
Business Manager Glenn Boston returned 
to the States and the group re-assembled, 
Lee took on his present job, with the added 
responsibility of PDP-I] computers, Micro- 
VAX systems and workstations, making up 
the full complement of Digital's small systems. 

When asked if he ever wants to go back 
to selling, Lee says, “| see Marketing as an 
extension of Sales. | particularly enjoy high- 
level presentations and major events like 
roadshows - in fact any motivational speaking. 
In this position | have the opportunity to 
reach out to a greater number of people in 
a very expansive role.” 


Common Goal 


“Digital in SPR has clearly begun a careful 
march towards a consolidated marketing 
function, Lee continues. “My view is that as 


we accelerate integration of the marketing 
process, we will become more successful 
more quickly in achieving our common goal 
— the increased sales of Digital's hardware, 
software and service products. 

“It is simply a matter of being correctly 
directed, of choosing the right angle of 
approach and of being highly motivated.” 

Human motivation is something that 
fascinates Lee — he has spent a great deal 
of his not-so-spare spare time involved in 
public speaking, community services and, 
on occasional weekends, with Digits and 
their partners on the Lou Tice ‘New Age 
Thinking’ program. 


Lee recently celebrated his 
25th wedding anniversary with 
Diane, who works as a 
Temporary Secretary in SNO. 


Lee is a volunteer facilitator of the course 
for Digits, explaining, “ The New Age Thinking 
course Is all about giving people resources 
by which to understand and help themselves. 
It is guiding rather than teaching and that Is 
why my role is defined as ‘facilitating’, not 
‘teaching’ per se.” 


A ‘Digitised’ Family 

Lee describes himself as ‘thoroughly’ married, 
having recently celebrated his 25th wedding 
anniversary with Diane, who works as a 
Temporary Secretary in SNO. 

Lee and Diane have four children —- Glenn 
(23), lan (21), David (19) and Kerrin (I7), and 
the boys have all shown a leaning toward 
their father’s occupation. Glenn Is trained 
as a computer technician, while the other 
two work as computer operators. 





REGIONAL SMALL Systems Marketing Manager Lee 
Cameron - “I enjoy high-level presentations and 
major events like roadshows — in fact any 
motivational speaking.” 


When work gives way to pastimes, Lee's 
favourite sport Is fly-fishing, though he also 
finds relaxation in studying (from an academic/ 
geographical point of view of course) the 
qualities of certain alcoholic beverages, red 
wines In particular. 

Lee also grows his own ‘good reds’ in 
the form of tomatoes, and has discovered 
ways to a perfect plump fruit that would 
put Alan Seale on the edge of his seat! 

Now in a profession that is based on hi- 
tech, state-of-the-art equipment, back-to- 
the-basics pastimes serve as a reminder of 
the heady days of early computing. And Lee 
Cameron is glad to be ‘Digitised’ @ 





‘DISCOVER GIA’ COMPETITION RESULTS 


Our photo competition in support of the ‘Discover GIA’ slide/tape was a raging success — so much so that now ALL 
photos received will be submitted to the makers of the presentation. 
Thescompetition, announced in the March issue of Digitalk, was designed to gather photographs for use in the 
slide/tape presentation being produced by GIA Personnel (Manufacturing & Engineering). 
The quality of entries was superb, judging was difficult, but there could only be one winner of a bottle of champagne in 
each category. Thanks to everyone who entered. 
All entries will be returned in good order: just as soon as the ‘Discover GIA’ makers are done with them. 
More on the slide/tape presentation as it develops. 








RUNNER UP in the holidays/festivc 
Project Manager for the Rhodes Re 
Hood, for his snap of Test cricket d 


‘EVERYDAY KINDS OF THINGS’ ~ the most ndilicehod teria was won by SNM Soles adie Anne Castonguay - her duagine shot ie 
ballooning in NSW's Hunter Valley. Although not something you'd do ‘every day, the balloon trip was Anne's way of celebrating her birthday and 
the photo is a great one (especially in colour). 





RUNNER UP in the Digital offices category is this shot of our Perth (WPO) office, from Paula Davey. RUNNER UP in the everyday kinds of things category is CAO FS = <-=rc 
down a dry river bed near Alice Springs and testament to FS’s Dicser. < 





‘HOLIDAYS/FESTIVALS UNIQUE TO SPR’ — Ray Whitfield, User Project Manager for the new Rhodes Regional 
Headquarters, for his photograph capturing Australia’s Bicentennial celebrations last January on Sydney Harbour. Ray's 
photo combines the elements of the occasion (crowds, flotilla of boats and ‘tall ships’, Harbour scenery) with 
composition — and all of it in focus! 


als category is Corporate 
sgional Headquarters, Chris 
jown under. 
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Lee for this pic, taken as he strolled ‘DIGITAL OFFICES’ EXTERIOR) - Paula Dovey MEO-based FS Account Manager, for her pane? of the Box Hill office. Why did Paula's 
‘e battle cry, ‘We Deliver Anywhere! photo win? Easy - with only two entries in this category, and both of them from Paula - it was the pick of pics! 





WEO FAREWELLS KEN 





As we reported to you in the last issue of 
Digitalk, the infamous Ken Claridge left his 
position as WEO (Wellington) Branch Sales 
Manager in February to take up a posting in 
Digital's London office. To mark the occasion 
a surprise party was held in his honour, giving 
all at WEO a chance to pay colourful Ken 
back for his six years of playing tricks! 

According to our ‘informant’, Sales Sec- 
retary Carolyn Banks, everyone was very 
pleased when, on a sweltering summer's 
evening, Ken walked right into their trap. 
“Amongst other presentations,’ says Carolyn, 
“the incoming SUM Ron Kleingeld gave Ken 
a photographic print of Wellington and a 
box of tissues — we knew he would be sad 
to leave us! 

“Everyone muttered the same thing at 
some point during the night — ‘It won't be 
the same round here without him’ - and it 
hasnt been, remarks Carolyn. “A certain 
degree of sanity now reigns in the Sales 
office, things are generally a lot quieter 
without the raucous laughter, and we don't 
have to listen to his jokes! Still, he is missed.” 


WEO Barbie Has a Few Snags 


WEO (Wellington) Principal SWS Specialist 
and Social Club organiser extraordinaire 
Barry Timms would like us all to know that 
if we have a craving for a sausage, we should 
contact WEO FS Manager Peter Rosewarne. 
Apparently, there are still some left over in 
the FS kitchen but, warns Barry, they could 
be cold by now! 

The abundance of ‘scrumptious sausages’ 
is due to a Friday evening barbecue on the 
carpark deck at the FS facility (WEO Is spread 
over three buildings). 

According to Barry, the main snag was 
that 100 hot potatoes did not arrive until 
two hours after the steaks and sausages had 
been cooked. But that did not stop the group 
from having a ‘splendid’ time. 

“A kangaroo court — no offence to our 
Oz cousins intended,” says Barry, “was a high- 
light with several members being severely 
reprimanded and heavily fined for non-Digit- 
like behaviour. 

“Examples are our indoor cricket team 
who went down —38 to 217, Brian Pundyke 
(ex-Belfast) for not wearing green on St 
Patricks Day - though his wife pleaded ‘He's 
an Orangeman your Honour’, and Ron 
Kleingeld, our new SUM for attempting a 
Branch coup in a power-grabbing exercise!” 
(Copies of Ron's latest posters were distri- 
buted around, one of which Barry saved 
for Digitalk.) 

Barry also tells us that parents stood 
helplessly back as the children participated 
in a lolly scramble and mentions that WEO 
Sales Representative Bernie White was seen 
to be playing piggybank with all the lollies 
that his daughter Sophie was getting, though 
in Barry's view bank charges were more 
than excessive! 

It sounds like the WEO ‘barbie’ was hot 
stuff. Thanks for the news, Barry. 





& @ 






ACCORDING TO BARRY TIMMS, this is 
the self-portrait new WEO SUM Ron 
Kleingeld has distributed in an effort 


INCOMING WEO Sales Unit Manager Ron Kleingeld chats to departing to create an aura of ‘power! 
SUM Ken Claridge, who has moved to Digital in London. 


TOP COMPENSATION EXPERT 


VISITS NZO 





Earlier this year Digital in New Zealand 
hosted some |5 major companies at the 
Auckland office (NZO) to hear a visiting 
professor from San Diego State University 
(in California, USA) - Dr Thomas Atchison 
— speak on the subject of compensation. 

The company personnel managers heard 
Dr Atchison speak of the advantages of a 
planned compensation system. As part of 
his sabbatical leave and project on ‘com- 
pensation in the Pacific Rim’, Dr Atchison 
shared with the group his expert know- 
ledge in this field. 

Digital's Personnel Manager in NZ, 
Ralph Guilbert co-ordinated the eminent 
professor's visit to NZ with the help of 
Price Waterhouse and Associates. Ralph 


says, “Tom's visit was an opportunity for 
some of our client companies’ personnel 
managers and other organisation executives 
to hear the top lecturer in the US on 
compensation theory. An author of some 
IS5 publications on compensation practice, 
plus a presenter at many conferences in the 
US, Tom was able to share his experiences 
and thoughts effectively with the group. 
Digital had a display at the lunch break 
by SWS that demonstrated the new Person- 
nel system designed by the Auckland SWS 
branch, along with other software systems 
in health and safety. Said Ralph, “The sup- 
port from our employees to make this a 
successful day was tremendous. It showed 
a very professional side to our business. @ 





COMPENSATION EXPERT, Dr Thomas Atchison talks to major NZ companies at Digital's invitation. 









TREVOR 
PROMOTES 
DIGITAL 


| would like to express my appreciation on 
behalf of Simcon Australia for all the help 
and effort Trevor Knoll afforded us recently 
in organising the availability of a MicroVAX Il 
configuration for our proposed simulator 
demonstrations. 

The way in which Trevor showed initiative 
and regard for customer satisfaction and needs 
cannot go without mention. It is these indi- 
vidual qualities that promoted Digital within 
Simcon world-wide as an organisation that 
cares, and | compliment Trevor in portray- 
ing them so well to our operation in Australia. 

Peter W. Atkin 

Business Development Manager 

Simcon 


Andrew Saves the Day 


| refer to our recent hardware problems 
and advise that | could not start my annual 
leave without knowing that, at least, a firm 
solution was in sight. 

| wish to thank Andrew Stuckey who, after 
learning of my personal time constraints, 
returned to this site after-hours and followed 
the problem through to a most satisfactory 
solution. 

| think we are both very fortunate that 
you have such dedicated staff like Andrew 
Stuckey. 

Michael Whelan 

Company Secretary 

Concord Lighting Pty Ltd 


Vicki Assures Our Future 


GT Microcomputer Pty Ltd would like to 
pass on to members of your staff — Vicki 
Greenwood, David Rose and Forest McGregor 
— our sincere thanks and appreciation for 
their unmitigated support and assistance 
during our recent Software Fair. 

In particular, Vicki Greenwood showed 
professionalism, knowledge of Digital's 
product and a willingness to assist which 
contributed enormously to the success of 
the fair. She should be commended. 

If the level of support provided by your 
Staff is an indication of Digital's commitment 
to GT, then our future must be assured. 
Once again, our sincere thanks. 

John Huckerby 

Marketing Director 

GT Microcomputer Pty Ltd 


Telecommunications Says 
Tony’s Tops 
| would just like to express Our group's 
thanks for your efforts in supporting our 
requirements of late, in particular pertaining 
to the upgrades of SNOVOO and SNOVOI. 

We appreciate your extra advice and 
help, and look forward to your continued 
support. 

Alan Mainwaring 

SPR Telecommunications 
Addressed to Tony Theodossiou, STL FS 
Engineer IV. 


Cassandra Knows the ABCs of 
Customer Satisfaction 


Today | was at a meeting with the ABC and 
they asked me to pass on their commendation 
and gratitude for the excellent service pro- 
vided by Cassandra Ellis. The ABC appreciate 
the extra effort Cassandra puts in to track 
their orders and advise on progress, etc. 
Terry Fraser . 
STLs Telephone Support Centre 
NOTE: Cassandra is a Telephone Sales 
Representative II based at SNL's Direct 
Response Sales Centre. 


David, Paul and Tim Star 
at Theatre Centre 


| would like to express my appreciation of 
several of your staff. | have dealt with David 
Lynch, Paul Tanner and Tim Ward on 
numerous occasions prior to and since the 
installation of our new computer system. 

On each occasion, these dedicated profes- 
sionals have been prompt and responsible to 
our needs. Moreover, given that the Theatre 
staff operating Digital's equipment are inex- 
perienced and lack a detailed understanding 
of minicomputer equipment, David and 
Paul in particular have gone to considerable 
lengths to ensure that the introduction of 
this equipment proceeds smoothly. Tim has 
also made an invaluable contribution to this 
project. 

To conclude, | would just say that these 
three Digital employees have shown a level 
of dedication that is very much appreciated 
by the management and staff of the Canberra 
Theatre Centre. 

Glenn Capper 

Canberra Theatre Centre 


Account Manager 
Applauds Anthony 


I'm the Account Manager for the Executive 
Wing of the New Parliament House. We have 
just concluded a very large tender response 
in which Anthony Smith was extensively 
involved in producing the P&Ls. 

| just want to let you know that Anthony 
was a great help and was highly professional 
in his dealings with us. He was on time with 
his work, he was proactive in offering support 
and advice, and his contribution cannot be 
underestimated. 

Laurence Wade 

Canberra (CAO) Sales 
Addressed to Gary Pope, Finance Manager 
for Sales and Marketing. Anthony is our SNO- 
based Senior Financial Analyst. 





BENEFITS TO 
CUSTOMER 


“What do today’s releases mean to a 
customer? Firstly, Digital's VAX environment 
just took a leap forward in performance 
and flexibility. Secondly, Digital's netWwork 
appears and works more as a single system 
with the LAVC enhancements in VMS Version 
5.0. And perhaps most importantly, users 
are the winners again with the ‘pay-for-what- 
you-use’ step toward user licensing in Digital's 
software business practices announcement. 
“To Digital, itt means a much more com- 
petitive position in all industries we address. 
— Graeme Shorter, Industry Marketing 
Manager at Boronia House, 20 April 1988. 














Thomas Bruce Gow has made quite an 
impression in his short lifetime, especially on 
Dad, ADO (Adelaide) Sales Representative 
Bruce Gow, Mum Liz and big sister Jane! 
And with his status as first-born, little Scott 
Pipella also has his parents - ADO Sales 
Trainee Barry and his wife Amanda - 
thoroughly entranced! Congratulations 

to all. 


kk 


In BBO (Brisbane), belated birthday con- 
gratulations are due to SWS Specialist 
Andrew Broughton and his wife Elisa — the 
proud parents of numero uno Michelle 
Renee. And Principal SWS Specialist David 
Lewis and his wife Julie are thriiled to have 
organised a little sister for their son Daniel 
with the birth of baby Kristen. Best wishes 
to the happy families. 


Kk 


DECUS (Digital Equipment Computer Users 
Society) has announced an annual award in 
honour of a former leader, Paul Rayner, who 
died ina car accident in September. The Paul 
Rayner Memorial Award recognises excep- 
tional contributions from DECUS members, 
with this year’s award going to Chester Wilson. 

Forty-year-old Paul, an experimental 
scientist with the CSIRO, joined DECUS in 
980, chaired its VAX Special Interest Group 
(SIG) for two years, and represented the 
Languages and Tools Group at the 1985-86 
Symposium planning committee. 

His wife Patricia presented the inaugural 
award in March at a DECUS Leadership 
meeting held at the Gazebo Hotel in Sydney. 


kk 


Senior Financial Analyst at SNO, Anthony 
Smith, and his wife Helen recently celebrated 
another addition to F&A - the birth of Michael 
Joseph. Welcome, Michael J.! 


FOURTEEN 


Kn 


Fleet's pride and joy was a little red Laser 
Ghia, but that was before they learned the 
car was jinxed. Over a period of I8 months 
there were nine separate incidents of theft 
or break-ins for what must have been the 
most valuable car stereo in Sydney. Pre- 
cautions were taken — a car alarm and even 
a portable stereo were installed — but to 
no avail. 

Eventually, the car was sold, and the 
vehicle changed to anything but a Laser 
Ghia! Fleet received a phone call from the 
new owner who questioned why the car 
had several re-sprays to the door, but not 
to any other body panel — just two days 
before the car was again stolen and, you 
guessed it, the car stereo went missing! 


kk 


Rumour has it that the ‘boat people’ of SPR 
are about to be rehabilitated — future issues 
for more on this ! 


Kk 


A desperate memo to MEO (Melbourne) 
Facilities from the Manufacturing Sales group 
reports a strange disturbance in the office 
lighting. The beat of flickering fluorescent 
tubes is inspiring staff to disco — a scene 
which by all accounts would not cause John 
Travolta to eat his heart out! 


kk 


A similar scene, however, did earn BBO FS 
Manager Ken Barr the nickname ‘Bopping 
Barr’ after his efforts as D] at a recent 
Friday night disco ‘do! 


kk 


The Industry Marketing group, and in particu- 
lar Secretary Maria Gavranich, wish the very 
best to Distribution Marketing Manager Frank 
Aue and the new Mrs Chery! Aue who 
married last month. And congratulations 
from all of us! 


kk 


In the City of Sydney Harbour Bridge Relay, 
Digital fielded four teams with Digital's 
womens team winning first place. A won- 
derful day was had by all, especially Media 
Relations Manager Merri Mack, who made 
a stirring speech and won a kiss and a cup 
from Norman May of ABC fame! Congra- 
tulations to all who took part. 


kkk 


Results of the recent Digitalk reader survey 
are still being tabulated and will be reported 
in a future issue. However, we can tell you 
this much now: whereas the number of ques- 
tionnaires returned wasn t as large as we would 
have liked, those who did respond said they 
read the magazine often and quite thoroughly, 
rating It as the fourth most important source 
of information about ‘what's happening 
generally’ in Digital. Thanks to everyone 
who took the time ... 


Kk 


BBO's front desk gal, Receptionist Colleen 
King, deserves a hearty pat on the back for 
her efforts in co-ordinating internal office 
renovations. According to her workmates, 
Colleen is doing a wonderful job, organising 
things to assure the least amount of disrup- 
tion possible. Good on you Colleen! 


kk 


CCO (Christchurch) Sales have an addition 
to their fold with the birth of bouncing baby 
boy Rehys for Sales Representative Stephen 
John and his wife Lynn. Best of wishes to 
the John family. 


kkk 


Top marks to the Western Australia Sales 
Unit, who have sold the first of our new 
VAX 6200-series systems. Western Mining 
Corporation, the third-largest company in 
Australia, recently placed an order for two 
VAX 6200 systems for their Kambalda and 
Olympic Dam sites respectively. According 
to VAX Marketing Manager Russ Whitiey, 
these were the first VAX 6200-series sys- 
tems orders processed in SPR. Congratula- 
tions to Perth-based John Hamand for this 
magnificent success worth $Al.| million, and 
thanks also to Russ and Perth Sales Secretary 
Doreen McCallum for sourcing advance 
pricing and information. 


kkk 





CONGRATULATIONS TO WEO FS Engineer 

Steve Ricketts and his new wife Ann who ‘took the 
plunge’ in a beautiful garden ceremony in February. 
Best wishes to you both. 


DESINE — ALIVE AND WELL! 





Many of you may be aware of a project 
called DESINE. For those of you who are 
not, DESINE stands for Defence EDP 
Systems Integrated Network Environment 
and early last year, Australia’s Department 
of Defence went to tender for the supply 
of computing equipment and associated 
services to be procured under a five-year 
contract. The value of this business to Digital 
is estimated to be in excess of $A400 million 
over those five years. 

Digital responded by submitting an excel- 
lent response by the deadline date last July 
— in itself an incredible effort by a host of 
dedicated Digits and which was chronicled 
in the November 1987 issue of Digitalk. 

When Roger John went to Canberra in 
September 1987 as Account Manager for 
Project DESINE, the Department of Defence 
was well underway with the daunting task 
of evaluating in excess of seventy responses! 

“lan ‘Shakey’ Norris, National Account 
Manager for Defence, had been shivering in 
Canberra for two months after a ‘sudden’ 
relocation from sunny Queensland, Roger 
says. “| had relocated from Northern District 
SWS in Sydney, which has a relatively ‘tropical’ 
climate compared to Canberra in September. 
We shivered together and wondered if wed 
ever feel the warmth of the sun again!” 

Roger and lan’s ‘team of two, reporting 
to the inimitable Peter ‘Tequila’ Lane (Sales’ 
Regional Major Accounts Manager) in Sydney, 
soon expanded to Its current strength of 
seven, all of whom are located in Canberra. 


The other team members are: 


Michael ‘That’s Incredible’ Howatt - 
Senior Account Manager, who joined from 
Fujitsu, bringing with him five years of exper- 
ience in the Government marketplace. 
Currently he is adding the finishing touches 
to our Sales plan prior to its presentation to 
the SPRMC in the near future. 

’ Graham ‘Easyrider’ Williamson - 
Solution Manager, who is on loan from 
Digital Equipment of Canada, Ltd. Roger 
says Graham has proven an invaluable asset 
during all phases of the bid. “In particular, 
Graham played a vital role during the demon- 
stration equipment procurement phase,’ he 
says. “This is evidenced by our well-stocked 
computer room here in Canberra, which 
boasts a clustered VAX 8850/VAX 8530 
system, as well as a dual MicroVAX II Local 
Area VAXcluster.” Our Australian Taxation 
Office bid team is making use of these 
facilities during their current demonstration 
phase. 

“The nickname ‘Easyrider’ is appropriate,” 
adds Roger, as Graham “roars into work 
every day on his Honda 750. He's been 
known to lurk in the carpark and threaten 
his adversaries with a bike chain when they 
get out of line!” 

Mark ‘Macro’ Cleary - Operating 
Systems and Networks Specialist, who accord- 
ing to Roger is the sort of guy who reads 
VAX/VMS Internals and Data Structures for 
relaxation. Mark, who relocated from MEO, 
has played a vital role during the difficult 





technical sessions that we have had with the 
DESINE evaluation teams. 

Paul ‘Cow Killer’ Donovan — Networks 
and Communications Specialist, is on loan 
to SPR from Digital in the US and has been 
busily putting together the vitally important 
Networks and Communications presenta- 
tions which stress Digital's commitment to 
the International Standards Organisation's 
Open System Interconnect (OSI) standards. 

When asked about Paul's nickname, Roger 
explains that it stems from Paul's brief but 
meaningful encounter with a cow while travel- 
ling in the outback. “Paul ‘staked his claim to 
fame’ (or was it ‘claimed his steak for flame’?) 
when speeding through the bush on his way 
to the big red pebble in the middle of Oz,” 
Roger says. “The hapless cow didn't spot 
Paul, who had reverted to driving the 
‘American way’ on the wrong side of the 
road — and thus didn't stand a chance!” 

Karen ‘Casey’ Clarke — DESINE 
Secretary extraordinaire, keeps the team in 
line and, some say, does all of the ‘real’ 
work. According to Roger, “Without Karen, 
we would have to fight for our own biscuits 
and learn how to book hotels, airline tickets 
and a million and one other time-consuming 
jobs.” 


‘The Gestation Period 
of an Elephant’ 


The DESINE team’s charter is to ensure 
that Digital is awarded a place on the DESINE 
five-year-period contract. At this point in time 
they are not sure whether the contract will 
be let to one supplier or awarded to several. 
Since September, our DESINE team has 
been heavily involved in responding to the 
inevitable queries that arise from such a 
large tender response. Most of the queries 
were concerned with clarification of some 
of the more complex parts of the response, 
such as pricing and Australian/New Zealand 


MEMBERS OF THE DESINE team (left to right) Roger John, Paul Donovan, Mark Cleary, Karen Clarke, 
Graham Williamson, lan Norris and Michael Howatt. 





content. On this point, Roger extends his 
thanks to all the Digits who helped the team 
out with answers. 

“After the initial burst of questions ceased, 
we addressed ourselves to preparing a series 
of presentations and demonstrations of the 
tendered products,’ Roger says. “This was 
done in order that we would be prepared 
to respond, with the minimum delay and 
trauma, to requests for more information 
about our products. 

“This process Is still continuing and we 
are receiving excellent support from North- 
ern District SWS, who are augmenting our 
local Canberra staff.” 

Roger explains that the DESINE project 
has taken several years to get to the ‘Request 
For Tender’ stage, and it may well be several 
months before we see a result - due to the 
extremely complex nature of the environ- 
ment they are working in, and because of 
the lengthy contract negotiations that will 
inevitably take place. 

“| can't help but liken the sales cycle for 
DESINE to the gestation period of an ele 
phant,” he says. “From conception to delivery 
may take a very long time, but when it 
arrives it will be very large and come from 
a great height! | hope everyone in Digital 
will do what they can to help us catch the 
‘baby’ and assist with the mammoth task 
that lies ahead for Digital in the coming 
months and years.’ 

If you hear anything that may be of 
interest to the DESINE team, please call 
either Roger, Michael Howatt or lan 
Norris. @ 


STOP THE PRESSES! 


At the time of this writing, it was announced 

that the Department of Defence has includea 
Digital on its ‘short list’ of suppliers still vying 

for this important tender. So far, so good! 





DIGITAL REPORTS 17% RISE 


IN REVENUES 





Digital reported strong gains in sales for the 
third quarter ended 26 March 1988. For the 
quarter, the company reported total oper- 
ating revenue of US$2.8 billion - up 17% 
from the US$2.4 billion of the comparable 
period a year ago. 

Net income for the quarter totaled 
US$305 million compared with US$308 
million a year ago. Earnings per share for 
the quarter were US$2.33 on 131,179,809 
average common and common equivalent 
shares outstanding compared with US$2.29 
on 134,262,167 average common and com- 
mon equivalent shares outstanding a year ago. 


“We must manage our 
costs very carefully over 
the next several quarters.” 
— Jim Osterhoff 


Discussing the quarter's results, Ken Olsen, 
President, said, “The company’s order rate 
growth, while not what we planned, continues 


to outpace that of the industry and Is partic- 
ularly robust for workstation products. 

“We have maintained our strong position 
in the technical markets which has made 
possible the large increase in orders for 
workstations and MicroVAX 3000 computer 
systems. 

“Recent data indicates that Digital is 
again, for the I9th year, the largest seller of 
UNIX* software and services, and UNIX 
continues to be a significant part of our 
business,’ Ken noted. 

“Being the industry leader in the factory 
floor, the laboratory, the integrated office, 
and the Artificial Intelligence markets has 
provided Digital with a strong business base.” 


The Importance of Managing Costs 


Jim Osterhoff, Vice President, Finance, noted, 
“While we are pleased to be experiencing 
growth above that of the industry through 
nine months, we are somewhat below our 
original growth expectation for the year. We 
entered the year with an aggressive growth 
plan and the investments to go along with 


ACS EVENT NOT ALL PLAIN SAILING 


“The company’s order rate 
growth, while not what we 
planned, continues to outpace 
that of the industry and is 
particularly robust for 
workstation products.” 

— Ken Olsen 


it. When the financial markets collapsed in 
October, most businesses became more sen- 
sitive to the uncertainties in the economic , 
outlook, and more cautious in making major 
investment decisions.” 

Against flatter-than-expected profit, Jim 
says Digital has and will continue to react in 
a measured way, careful not to overreact. 
“It is difficult to predict future revenue 
trends, continued Jim, “but it is clear that 
we must manage our costs very carefully 
over the next several quarters.’@ 





THE AUSTRALIAN COMPUTER SOCIETY (ACS) recently held its annual Sailing Regatta on Sydney Harbour, and the event again drew strong 
representation from Digital (above). 


Of the boatloads of Digits competing - all in small S80-class yachts -- Peter Seuffert’s crew, comprising Gael Oswald, Keith Osborne and Merri Mack. 
finished well up in the Regatta’s field. Considering this was Peter's first experience on the Harbour, his efforts were even more meritorious. 


Other crews of Digital's didn’t plot the course quite so well, with one unnamed commodore ending up in the Middle Harbour moorings! Nevertheless. 
‘Luigi’ the fisherman (who in years past had been known to net a Digital boat along with his catch) stayed on the beach, enabling Digits to have an 


unfettered sail. 


SIXTEEN 


NEW SERVICE GIVES SALES A 
‘WINDOW’ TO SYSTEMS LOGISTICS 








“| was speaking with one of our Sales Reps the 
other day and he was very complimentary 
about your new Order Delivery Information 
Service. What a great idea.” 

SWS's Hugh Johnson, who wrote those 
words in a memo to Regional Logistics 
Manager Dave Johnson, is one of many who 
have discovered the benefits provided by 
the Order Delivery Information Service - 
an experienced team of three people who 
provide Sales with reliable, same-day infor- 
mation on the status of their orders. The 
service also helps with inquiries on anything 
to do with orders — from deliveries and 
invoicing to availability of stock. 

The Order Delivery Information Service 
comprises its manager Barbara Lillyman and 
able assistants Kerrie Howarth and Vicki 
Waddy. “They treat Sales Reps as if they 
are customers,’ wrote Hugh Johnson, 

“and it shows.” 


The Order Delivery Information 
Service provides Sales with 
reliable, same-day information 
on the status of their orders. 
The service also helps with 
inquinies on anything to do with 
orders — from deliveries and 
invoicing to availability of stock. 


Vicki Waddy, Barbara Lillyman and Kerrie Howarth of the new Order Delivery Information Service at SNL. 





‘Fuss-free’ Installation 


Although only a newly formed group, the 

Service is already taking over 150 inquiries 
a week from all over Australia, and expect 
that number to double. 

Every one of those calls goes a long way 
to eliminating hassles and increasing customer 
satisfaction. NSWC Finance/Banking/Insurance 
Sales Rep Tony Debenham says the Order 
Delivery Information Service is a valuable 
resource that leads to a ‘fuss-free’ installation. 

“Before when we had a problem like 
missing parts or whatever, people tended 
to run for cover,” Tony explains. “Now, the 
extra co-ordination Barbara and her group 
provide delivers the kind of order efficiency 
clients expect. They are like a window for 
us to follow the order's progress.” 

Tony has even gone so far as to arrange 
meetings between his customers and the 
Systems Logistics team at the early stages. 
“Introducing all the players to one another 
contributes to everyone having a good 
understanding of how the process works," 
he says. “Customers then know who's 
involved, and people at Digital get a 
keener understanding of the customer's 
requirements.” 

NSWC Account Development Repre- 
sentative Graham Wilkinson agrees. “Some 
of the improved benefits of the new service, 
aside from the human face it puts on the 
system, is that it quickly responds to the 
errors that we Salespersons may make like 
missing a cable or, in my sad experience, a 
disk controller! Luckily, that error was picked 
up quickly and resolved by Barbara's team.” 


Wide Breadth of Experience 


Barbara has been well-known for her ability 
to help Sales keep track of orders for some 
time, and those who relied on her reaped 
the benefits. Now, like Tony Debenham says, 
“everyone can get the benefits.” 

Barbara is a seven-year veteran of Digital 
and people across many functions - and not 
just Sales - have come to rely on her for help, 
when it’s needed most. After an initial two- 
year period as a Regional Reporting Specialist, 
she joined CAS's then-Accessories and Supply 
Group and, as the business grew, later moved 
into the Hardware Deliveries function. 
Barbara's background also includes a year 
in Sales, as Sales Administrator for what 
was then the Sydney Metro Sales District, 
and time spent in Systems Logistics’ Material 
Management area. 

All this adds up to credentials - and 
personal credibility — that ideally suit Barbara 
for her new task of establishing Systems 
Logistics’ new inquiry service. 

The other two members are equally 
experienced. Kerrie Howarth has been with 
Digital for five years and brings a sound know- 
ledge of software products to the team, as. 
well as experience in Regional Accounts. Vicki 
Waddy, on the other hand, has a sterling 
reputation from her days at DECdirect for 
her grasp of Digital's products and services. 

Barbara reports to the Logistics Support 
Manager, Eric Courtney, who says, “The 
major goal of the group is to support the 
Sales effort. This is achieved through the 
timely and accurate response to all Sales 
inquiries, such as delivery dates, product 
reservations, lead times, etc.” 


“The major goal of the group Is 
to support the Sales effort.” - 
Eric Courtney 


Regional Logistics Manager Dave 
Johnson says the new service was formed 
solely to provide customer satisfaction. “As 
a logistics operation, we are a support arm 
to Sales, who deal with customers. Our aim 
is to provide the highest level of support so 
that we can consistently achieve this end 
result,” Dave says. “In line with this, we have 
chosen three most professional people to 
form the Order Delivery Infomation Service. 
This is Sales’ ‘Window’ to Systems kogistics.” 

To contact Systems Logistics’ Order 
Delivery Information Service, Sales people 
can telephone Sydney extensions 7303 or 
7348 during business hours, or send EMs 
to ORDERDELIVER. The service is for 
inquiries on orders that have been booked 
through CAS.@ 


SEVENTEEN 





PC POWER 


IN Q4 





Two new programs designed to help the 
Sales team secure incremental book/ship 
orders for that all-important Q4 have been 
announced by Regional Sales Programs 
Manager Arun Sanghvi and Small Systems 
Marketing Manager Lee Cameron. 

The first, called the ‘Multiple VAXmate’ 
program, means customers who invest in 
two or more VAXmate personal computers 
will pay only the bulk unit price, a saving of 
around 14%. 

“PC interconnect is increasing in SPR,” 
says Lee Cameron, “and there is strong 
interest in Digital’s style of PC networking. 
To give even more leverage for Q4, this 
new program encourages customers to 
choose VAXmate as their desktop system, 
rather than clones of various types.” 


“There is strong interest in 
Digital's style of PC networking.” 
— Lee Cameron 


The |-Mbyte memory VAXmate stands 
head and shoulders over IBM PC/AT clones, 
with standard features — like Ethernet and 
Mouse cards and software, MS-Windows, 
networking software, and VT220/VT 240 
emulators — that clone-buyers must pay more 
for. The features, together with savings from 
the ‘Multiple VAXmate’ program and the 
determination of our Salesforce, are more 
reasons why we can expect a big finish to 
FY88. 

Another reason is the second program, 
which revolves around the full range of 
DECmate systems — including the popular 
20-Mbyte DECmate IIl+ hard-disk model 
and the cost-effective DECmate Ill. “For 
the duration of Q4,” says Lee, “all stock 
DECmates can be sold at heavily reduced 
prices. This means the benefit of WPS 
document processing, with the associated 
systems compatibility, is available at almost 
half price.@ 


ALL ABOUT 


SUPPORT 





“Digital led the industry in providing |2 
months hardware warranty last year. Now 
we are breaking further new ground by 
extending this to software — full remedial 
support on-site, including software updates, 
operating systems and layered products at 
no charge to our customers in the first 
year. — Russ Whitley, VAX Marketing 
Manager at Boronia House, 20 April 1988. 


EIGHTEEN 


MAKERS OF MORTEIN ARE 


ON A GOOD THING 





The company that made Loule the Fly famous 
to millions has ordered Digital's gear worth 
$AI.2 million. Samuel Taylor, a division of 
the multinational conglomerate Reckitt & 
Colman, Is a leading Sydney manufacturer 
of consumables such as Mortein. 

Samuel Taylor will rely on a VAX 8350 
system to run a suite of over 400 programs 
for manufacturing, finance, sales, distribu- 
tion and stock inventory at its Ermington 
facility in Sydney’s western suburbs. VAX 
TDMS (Terminal Data Management 
System), VAX COBOL and a MicroVAX II 
computer are being used to convert the 
company’s software from their incumbent 
Honeywell computer system to the new 
VAX 8350 computer, while word processing 
and other office applications will continue 
to be run on the Honeywell machine. 

Thirty-eight VT320 terminals, an LGO! 
printer, 200 DECservers on a Local Area 
Network using Ethernet (LANE), SA482s 
disk drives and HSC50 cluster controllers 
were included in the purchase, and Samuel 
Taylor also made extensive use of DECsite. 

‘We looked at whose computers were 
leading the field,’ says Finance Director for 
Samuel Taylor, Ross Cannons. ‘"We decided 
Digital was likely to be around for a long time 
and offered us strength, name, backing 
service and security. Digital can also provide 
more flexibility and options. 
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“Above all else, we wanted a 
company which could grow 
with us. — Ross Cannons 


‘Digital's range can adapt to the growth 
of Samuel Taylor and, above all else, we 
wanted a company which could grow with us.’ 

The account of Samuel Taylor, shining 
star of the Reckitt and Colman group, was 
won against some formidable competition. 
‘IBM was doing everything It could to win 
the deal,’ says Samuel Taylor Account 
Manager, Graham Wilkinson of the NSWC 
District. ‘‘Not only was IBM after the 
account, but you can imagine how badly the 
two incumbents, Honeywell and Hewlett 
Packard, wanted the business. ' 

Graham says that in the end, ‘‘it was the 
flexibility and growth that convinced Samuel 
Taylor that Digital was the way for the future. ¢ 












GO WEST YOUNG MAWN! Upon invitation from WA State Sales Manager Gunter Jank, 
Regional Product Marketing Manager Max Burnet recently delivered a presentation at the 
Lord Forest Hotel in Bunbury, WA to the annual seminar of the Western Australian 
Chapter of the Australian Computer Society (ACS). 


Max covered the important issue of Open System Interconnect (OSI), peppered with 
anecdotes from computing’s early years, to the delight of an audience of over |20. About 
half of them represented WA's State Government. Above, Max and the ACS's Jan 
Kornweibel pose with the seminar'’s official binder - sponsored by Digital. 


FAWLTY PAGES 


eNO Miia = 
TOWER 


If you drew a blank with the April issue of 
Digitalk, don't rush to your optometrist — 
several copies containing four pages that 
hadn't been printed (pages 6, 7, 10 and II) 
managed to squeak past the printer's quality 
control. Our profuse apologies! If you need 
a replacement copy, give us a ring on SNO 
extension 5268.@ 


VAN Smale) ss 
IT OUT! 





Congratulations to SNO Secretary Janet 
George whose correct entry to our ‘It 
Figures’ contest has ‘one’ her dinner on us. 
Thanks ‘two’ ‘four’ the efforts of all the 
Digits who entered, with special mention to 
Far East Region's Administration Secretary 
Alice Liu, who sent an entry all the way 
from Hong Kong (HGO)!@ 





DIGITAL CITED 
FOR ‘BEST’ 


The 9 March issue of the US magazine 
Fortune reported their survey results for 
‘Best Product Quality’ and computer 
programs produced by Digital were 
considered the best in their field. Fortune 
questioned American quality specialists, 
customers and other manufacturing 
observers for the survey, which lists 00 
US-made products considered the best 
of their kind.@ 





A CONTEST FOR SUPER-DIGITS 






















If you are able to leap this super maze, 
8 from point A to point B in a single bound, bu 
a super prize awaits you! Just colour in the 
° one path that leads you through the maze, 
and you could be in the running for dinner 
on us to the value of $AI00. Send your 
entry to Digitalk by I5 June 1988. A winner 
will be selected from all correct entries 
received by that date. Good luck! 





Please print and return your entry to Digitalk, SNO 6/I by |5 June 1988. 
NAME 
POSITION 


MAILSTOP 
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